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DETAILED ACTION 



Claim Rejections - 35 USC § 102 

The following is a quotation of the appropriate paragraphs of 35 U.S.C. 102 that form 
the basis for the rejections under this section made in this Office action: 
A person shall be entitled to a patent unless - 

(e) the invention was described in (1) an application for patent, published under section 122(b), by 
another filed in the United States before the invention by the applicant for patent or (2) a patent granted 
on an application for patent by another filed in the United States before the invention by the applicant for 
patent, except that an international application filed under the treaty defined in section 351(a) shall have 
the effects for purposes of this subsection of an application filed in the United States only if the 
international application designated the Unite 

d States and was published under Article 21(2) of such treaty in the English language. 

1 . Claims 1-3 and 5-10 are rejected under 35 U.S.C. 102(e) as anticipated by Bates et 

al. (U.S. Patent 6,247,043, hereafter "Bates"). 

As per Claim 1 , Bates teaches the following: 
"a system including a database containing data corresponding to one or more contact 
groups (an intelligent contact management operation system which supports a contact 
database), a contact management system for assisting one or more users to implement 
contact management actions regarding a contact group (contact database accumulates 
contacts between the first user and the second users and the system automatically 
creates electronic messaging groups), wherein each of the one or more users have one 
of multiple roles (a plurality of users selectively updating address list in response to user 
input...)" at the Abstract, the contact management system comprising: 
"a data interface that allows contact management actions to be communicated among 
the one or more users, and that allows contact management actions to be 
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communicated between the one or more users and the contact group at once" at col. 1 1 
line 66 - col. 2, line 2 by using electronic messaging systems to permit users to be 
grouped together into "groups" that can be separately named and utilized to send 
electronic messages to multiple users; 

"a scheduler module for scheduling contact management actions with respect to the 
contact group, including communicating said scheduled contact management actions to 
the one or more users, and wherein the one or more users are allowed to implement 
contact management actions therefrom" at col. 1 , lines 48-55 by using electronic 
messaging system as a groupware to integrate personal information management tools, 
such as electronic calendars, to-do lists, project planners and meeting scheduling; 
"an info sheet module for providing basic data regarding the contact group and allowing 
the one or more users to implement contact management actions therefrom" at Fig. 15, 
col. 18, lines 13-14 and 20-27 by implementing a group found dialog box and a list of 
the additional members of a group that the addressee is a member of; 
"a data maintenance module for providing detailed data regarding the contact group and 
allowing the one or more users to implement contact management actions therefrom" at 
Fig. 16, col. 18, lines 52-57 by automatically managing of contact group, particularly, 
creating and updating the electronic messaging groups based upon the addressing of 
an electronic message created by a local user; and 

"a search module for allowing the one or more users to search for the contact group and 
allowing the one or more users to implement contact management actions therefrom" at 
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Fig. 7, elements 110, col. 10, lines 42-51 by implementing a search routine to perform 
intelligent name lookup which utilizes a predetermined affinity criteria. 

As per Claim 2, Bares teaches "wherein said scheduler module comprises one or 
more of a calendar and a planner" at col. 1, lines 51-55 and col. 7, lines 27-30 by using 
messaging manager application to serve as electronic groupware for performing 
functions of calendar and planner. 

As per Claim 3, Bates teaches "wherein said info sheet module comprises one or 
more of identifying information, history of contact management actions, campaigns, 
worksheets, opportunities, keywords, important dates, accounts, and sales profile 
information pertaining to the contact group" at col. 18, lines 28-36 by displaying 
representation of a list of the additional members of a group that the addressee is a 
member of. 

As per Claim 5, Bates teaches "data maintenance module comprises one or more of 
identifying information, status, last contact date, last message date, channel of 
communication preferred by the contact group, and financial information pertaining to 
the contact group" at Fig. 18, elements 300-312, col. 21, lines 6-10 and 14-22 by using 
update contact routine to update destination location and the affinity of the source 
location. 

As per Claim 6, Bates teaches "data maintenance module comprises a view of said 
detailed data regarding the contact group based on one or more of individuals, mailing 
addresses, phone numbers, e-mail addresses, important dates, accounts, and address 
modules pertaining to the contact group" at col. 8, lines 30-36 by calculating the location 
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affinity between two users based on a number of factors that defines the relatedness of 
two particular users, for example, location identifier may include a facility identifier, a 
telephone number, an address, a zip code, a network and a network domain, among 
others . 

As per Claim 7, Bates teaches "wherein said search module comprises one or more 
of hierarchy search tools, alphabet search tools, and status search tools" at col. 10, 
lines 42-51 by implementing a search routine as a search tool of search module. 

As per Claim 8, Bates teaches the following: 
"an address module for selectively identifying a preferred address for a contact group 
connecting it with one or more appropriate individuals in said contact group, and storing 
an appropriate form-of-address for the one or more appropriate individuals in the 
address module, said address module being suitable for use in enabling the one or 
more users to send a message to said preferred address" at col. 8, lines 30-36 by 
considering facility identifier, a building identifier, a telephone number, an address, a 
zip code, a floor and a network domain, among others as location identifier for 
calculating the location affinity between two users; 

"a action button module for assisting the one or more users to automatically initiate 
contact management actions" at col. 10, lines 60-67 by, as an example, depressing an 
Enter key, tool bar button or other user interface control of a display to users for 
automatically initiating a contact management action; 

"a worksheet module comprising a worksheet, said worksheet comprising data imported 
from the database and data fields defined by the one or more users" at Fig. 5, elements 
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78-96, col. 15, lines 41-44 by copying the existing information from the master contact 
database to the local contact database; and 

"an messaging module for scheduling and sending correspondence from the one or 
more users to the contact group through a predetermined channel of communication, 
said predetermined channel of communication comprising a default channel of 
communication selected by the one or more users" at col. 7, lines 27-30 and 48-50 by 
using messaging manager application which may be any forms of server-based 
electronic messaging application, e.g., a mail or groupware server, among others 
coupled with clients through a suitable connections, e.g., LAN, WAN or internet. 

As per Claim 9, Bates teaches the following: 
"a system including a database containing data corresponding to one or more contact 
groups, a method for contact management wherein one or more users implement 
contact management actions with respect to a contact group" at the Abstract, the 
method comprising the steps for: 

"the one or more users communicating with the contact group through a mode of 
communication to achieve a predetermined purpose" at col. 8, lines 46-50 by, for 
example, a work group which is distributed at multiple facilities, while having different 
identifiers, may be related to one another for the purpose of intelligent contact 
management; 

"implementing contact management actions with respect to the contact group using a 
data interface during said communication" at Fig. 3, col. 7, lines 19-33 by implementing 
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an electronic messaging server system for electronic messaging among servers and 
clients interconnected by network (col. 5, lines 20-25), said data interface comprising: 
"a scheduler module for scheduling contact management actions with respect to the 
contact group, including selectively communicating said scheduled contact 
management actions to the one or more users, and wherein the one or more users are 
allowed to implement contact management actions therefrom" at col. 1 , lines 51-55 and 
col. 7, lines 27-30 by using messaging manager application to serve as electronic 
groupware for performing functions of calendar and planner; 

"an info sheet module for providing basic data regarding the contact group and allowing 
the one or more users to implement contact management actions therefrom" at Fig. 15, 
col. 18, lines 13-14 and 20-27 by implementing a group found dialog box and a list of 
the additional members of a group that the addressee is a member of; 
"a data maintenance module for providing detailed data regarding the contact group and 
allowing the one or more users to implement contact management actions therefrom" at 
Fig. 16, col. 18, lines 52-57 by automatically managing of contact group, particularly, 
creating and updating the electronic messaging groups based upon the addressing of 
an electronic message created by a local user; and 

"a search module for allowing the one or more users to search for a contact group and 
allowing the one or more users to implement contact management actions therefrom" at 
Fig. 7, elements 110, col. 10, lines 42-51 by implementing a search routine to perform 
intelligent name lookup which utilizes a predetermined affinity criteria; and 
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"determining appropriate responses regarding said communication with the contact 
group" at col. 4, lines 1-11 by automating addressing of electronic messages where by, 
in response to the first user addressing to a second user, a determination is made 
whether the second user is a member of the electronic messaging group. 

As per Claim 10, Bates teaches "mode of communication comprises one or more of 
telephone, e-mail, mail, and fax" at col. 8, lines 30-36 by including a building identifier, 
a telephone number, an address, a zip code, a floor and a network domain, among 
others as location identifier. 

2. Claims 16, 18 and 19 are rejected under 35 U.S.C. 102(e) as anticipated by 
Robertson (U.S. Patent 6,269,369). 

As per Claim 16, Robertson teaches the following: 
"a database that maintains data for one or more contact groups, wherein one or more 
users communicate with and implement contact management actions regarding a 
contact group, and wherein such communication requires an appropriate response, a 
method for initiating the appropriate response" the Abstract, lines 1 1-21, comprising the 
steps for: 

"determining an objective, said objective being determined from the communication with 
the contact group" at col. 5, lines 33-40 by users to determine the object through their 
affiliation with the contact groups using the group name and type; 
"sending one or more messages to the contact group in order to achieve said objective" 
at col. 8, lines 14-19 by firstly the first user to send out message for linking a second 
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user in order to add the user into address book, and then the second user choosing to 
return the link to the first user; 

"scheduling contact management actions, wherein the contact management actions are 
communicated to the appropriate user selected from the one or more users in order to 
achieve said objective, wherein the appropriate user is one of a salesperson, a sales 
assistant, a service assistant, and a computer operator" at col. 13, lines 50-65 by firstly, 
the first member of a contact group planning a preset event, traveling, for example. The 
first member is informed about the linked second members who will be in the vicinity of 
the city of the travel. The first user then can select among the second users to be 
informed on his planned trip, the preset event; 

"adding one or more notes that indicate the contact management actions that have 
already occurred in reference to said objective" at col. 6, lines 12-13 by time stamping 
the preset event record; and 

"updating the database such that the data for the contact group reflects the contact 
management actions that have been implemented" at col. 16, lines 1-7 by updating 
master contact database in responding user's submit for data change, for example, 
address and notifying linked members of the contact group. 

As per Claim 18, Robertson teaches "the step for prompting the one or more users 
to input information regarding the communication" at col. 2, lines 6-9 by each user 
entering information and specifying various permissions. 

As per Claim 19, Robertson teaches "the step for automatically completing the 
appropriate response to the communication" at col. 7, lines 20-27 by showing client 
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computer entering information, submitting the information, transferring the information 
and the contact manager storing the information to the master contact database. 

Claim Rejections - 35 USC § 103 

The following is a quotation of 35 U.S.C. 103(a) which forms the basis for all obviousness rejections set 
forth in this Office action: 

(a) A patent may not be obtained though the invention is not identically disclosed or described as set forth 
in section 102 of this title, if the differences between the subject matter sought to be patented and the 
prior art are such that the subject matter as a whole would have been obvious at the time the invention 
was made to a person having ordinary skill in the art to which said subject matter pertains. Patentability 
shall not be negatived by the manner in which the invention was made. 

3. Claim 4 is rejected under 35 U.S.C. 103(a) as being unpatentable over Bates et al. 
(U.S. Patent 6,247,043) as applied to Claim 3 above, and further in view of Rich et al. 
(U.S. Patent 5,819,243, hereafter "Rich"). 

As per Claim 4, Bates teaches history of contact management "a list view, wherein 
the list view is sequenced by a characteristic identified by the one or more users" at Fig. 
5, elements 78-98, col. 20, lines 56-64 by storing contact status in the contact table. 

Bates does not teach "history of contact management actions comprises one or 
more of a hierarchical history view for displaying contact management actions based on 
objectives". 

However, Rich teaches segmented interaction history comprising a focus stack and 
a list of history where the segmented interaction history is presented to user in the form 
of a hierarchically structured chronological log of discourse events. 

It would have been obvious to one having ordinary skill in the art at the time of the 
applicant's invention was made to combine Rich's teaching into Bates 1 by formatting the 
contact management history in a hierarchical structure because by doing so the view of 
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the history would be chronological and the context would be collaborative to human 
nature. 

4. Claims 1 1-13 are rejected under 35 U.S.C. 103(a) as being unpatentable over 
Bates et al. (U.S. Patent 6,247,043) as applied to Claim 9 above, and further in view of 
Powers (U.S. Patent 6,557,003). 

As per Claim 1 1 , Bates teaches the following: 
"determining appropriate responses regarding said communication with the contact 
group further comprises automatically initiating contact management actions using a 
action button module" at col. 16, lines 42-45 and 63-67, and col. 18, lines 52-57 by 
implementing auto-address and auto-maintenance routines and, by further using tool 
button or a selection from menu for contact action response, and the steps for 
"determining an objective, said objective being determined from said communication 
with the contact group" at Fig. 11, col. 14, lines 22-29 by receiving and responding 
electronic messages as a tool for communicating with contact group; 
"scheduling and sending one or more messages to the contact group in order to achieve 
said objective" and "scheduling contact management actions, wherein the contact 
management actions are communicated to the appropriate user selected from the one 
or more users in order to achieve said objective, wherein the appropriate user 
comprises one of salesperson, a sales assistant, a service assistant, and a computer 
operator" at at col. 1 , lines 48-55 by using electronic messaging system as a groupware 
to integrate personal information management tools, such as electronic calendars, to-do 
lists, project planners and meeting scheduling. 
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Bates does not specifically teach "adding one or more notes that indicate the 
contact management actions that have already occurred in reference to said objective" 
or "updating the database such that the data for the contact group reflects the contact 
management actions that have been implemented". 

However, Powers teaches "adding one or more notes that indicate the contact 
management actions that have already occurred in reference to said objective" at col. 7, 
lines 48-56 by making commitment on the basis, other than time, such as availability, for 
example. A customer might be desire to be notified when a new model of product is 
available for sale and a sales agent enters the commitment into the database. When the 
product is available for sale, the database informs the agent to notify the customer and 
the commitment is fulfilled. 

It would have been obvious to one having ordinary skill in the art at the time of the 
applicant's invention was made to combine Powers' teaching into Bates' by providing 
facility for host agent to log and track all communications with clients such that every 
contact would have a full history because by doing so any commitment made to the 
customers would be fulfilled. 

Furthermore, Powers teaches "updating the database such that the data for the 
contact group reflects the contact management actions that have been implemented" at 
col. 7, lines 43-47 by system to record a commitment made by an agent and to notify 
the agent hours before the commitment is due. 

As per Claim 12, Bates teaches overall initiating contact management actions. 



V 
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Bates does not specifically teach the step for automatically initiating contact 
management actions comprises the step for prompting the one or more users to input 
information regarding said communication. 

However, Powers teaches making commitment, notifying agent in advance and 
following up its fulfillment at col. 7, lines 48-56. 

It would have been obvious to one having ordinary skill in the art at the time of the 
applicant's invention was made to combine Powers' teaching into Bates' by providing 
facility for host agent to select appropriate responses to client communications so that 
to make commitment for response, to assign responsibility for commitments, and to 
notify by reminding effected agents for fulfilling the commitments. 

As per Claim 13, Bates teaches overall initiating contact management actions. 

Bates does not specifically teach "the step for automatically initiating contact 
management actions comprises the step for automatically completing the contact 
management actions". 

However, Powers teaches initiating event which may be a fulfillment of a 
commitment promised in a prior event and notification events would occur at scheduled 
intervals between communication events. 

It would have been obvious to one having ordinary skill in the art at the time of the 
applicant's invention was made to combine Powers' teaching into Bates' by scheduling 
and sending message to contact group such that all commitment fulfilled or not would 
be notified in a timely fashion. 
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5. Claim 14 is rejected under 35 U.S.C. 103(a) as being unpatentable over Bates et al. 
(U.S. Patent 6,247,043) as applied to Claim 9 above, and further in view of Tso (U.S. 
Patent 6,085,201). 

As per Claim 14, Bates teaches the following: 
"selectively identifying a preferred address in the contact group and sending a message 
to said preferred address" at the Abstract, lines 14-21 by selectively addressing of 
messages between the first user and the second users. 

"defining a worksheet, importing data from the database into said worksheet, and 
defining new data fields in said worksheet" at col. 15, lines 41-44 by copying existing 
information from master contact database to the local contact database and 
synchronizing the records; 

"sending correspondence from the one or more users to the contact group through a 
predetermined channel of communication" at col. 2, line 66 - col. 3, line 2 by grouping 
users into groups which can be separately named and utilized to send electronic 
messages to multiple users at once; 

"determining a form-of-address for each individual in the contact group" at col. 3, lines 
2-9 by manually creating group and inserting desired users to the group which requires 
a search of the users in the database; 

"creating one or more action buttons, each action button defining a series of contact 
management actions" at col. 10, lines 65-67, col. 19, lines 33-35 and col. 18, lines 36-37 
by creating and using different action buttons or selections of a menu; and 
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"assigning contact management to some of the one or more users" at col. 15, lines 60- 
67 by assigning users with contact management functions. 

Bates does not teach "providing a context-sensitive history". 

However, Tso teaches generating a context-sensitive text message corresponding 
an input context string at lines 1-2 of the Abstract. 

It would have been obvious to one having ordinary skill in the art at the time of the 
applicant's invention was made to combine Tso's teaching into Bates' by generating 
contact history into context-sensitive text because doing so would make the text 
contextually appropriate for particular search words. 

6. Claim 15 is rejected under 35 U.S.C. 103(a) as being unpatentable over Bates et 
al. (U.S. Patent 6,247,043) as applied to Claim 9 above, and further in view of Roller et 
al. (U.S. Pub. 2002/0035562, hereafter Roller). 

As per Claim 15, Bates teaches implementing contact groups and overall contact 
management. 

Bates does not specifically implementing campaign management actions. 

However, Roller teaches "creating a campaign from a campaign master, including 
defining one or more campaign tracks according to predetermined criteria" at Page 4, 
[0048] by analyzing data from an integrated system serving as the campaign master 
such that users can conduct focused business management, the campaign 
management. 

It would have been obvious to one having ordinary skill in the art at the time of the 
applicant's invention was made to combine Roller's teaching into Bates' by utilizing a 
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data collection and analysis system for collecting data from disparate sources, storing 
and analyzing the data to show trends in business operation. 

Roller further teaches "executing said campaign by determining on which of the one 
or more contact groups the campaign will be implemented and by implementing a series 
of campaign management actions" at Fig. 2, elements 200-206, Page 2, [0012] and 
[0028] by analyzing data from the integrated system to identify critical trends in the 
performance of their business and analyzing the overall flow of data on multiple contact 
channels; 

Roller further teaches "evaluating the one or more contact groups during said 
execution of said campaign, including determining whether the one or more contact 
groups qualifies under said predetermined criteria of one or more campaign tracks" at 
Page 3, [0037] by using data extractor to retrieve data and apply complex report 
applications and processes for further extracting that data for each of the multiple 
channel systems; and 

"automatically initiating a response based on said evaluation" at Page 4, [0049] by 
combining list management and campaign management functions for getting 
information of interested customers on a nearly real time basis. Thus the campaigns 
can be generated very quickly through analysis of data. 

7. Claims 20-25 are rejected under 35 U.S.C. 103(a) as being unpatentable over 
Bates et al. (U.S. Patent 6,247,043) and further in view of Roller et al. (U.S. Pub. 
2002/0035562, hereafter Roller). 
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As per Claim 20, Bates teaches "a database containing data corresponding to one 
or more contact groups, a management system suitable for use for implementing 
management actions, wherein the management actions include contact management 
actions" at the Abstract. 

Bates does not teach "campaign management actions". 

However, Roller teaches campaign management actions at Fig. 2, elements 200- 
206, Page 2, [0012] and [0028] by analyzing data from the integrated system to identify 
critical trends in the performance of their business and analyzing the overall flow of data 
on multiple contact channels. 

It would have been obvious to one having ordinary skill in the art at the time of the 
applicant's invention was made to combine Roller's teaching into Bates' by combining 
campaign and contact management into an integrated management system by using 
data mart as a server database because the combination would help users of the 
management system on a real time basis to view the trend in business and plan 
accordingly. 

Bates teaches the following: 
"a data interface for allowing one or more users to implement management actions 
therefrom, said data interface comprising a scheduler module for scheduling 
management actions with respect to a contact group" at Fig. 3, col. 7, lines 19-33 by 
implementing an electronic messaging server system for electronic messaging among 
servers and clients interconnected by network (col. 5, lines 20-25) and at col. 1, lines 
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51-55 and col. 7, lines 27-30 by using messaging manager application to serve as 

electronic groupware for performing functions of calendar and planner; 

"an info sheet module for providing basic data regarding the contact group" at Fig. 15, 

col. 18, lines 13-14 and 20-27 by implementing a group found dialog box and a list of 

the additional members of a group that the addressee is a member of; 

"a data maintenance module for providing detailed data regarding the contact group" at 

Fig. 16, col. 18, lines 52-57 by automatically managing of contact group, particularly, 

creating and updating the electronic messaging groups based upon the addressing of 

an electronic message created by a local user; 

"a search module for allowing the one or more users to search for the contact group" at 

Fig. 7, elements 110, col. 10, lines 42-51 by implementing a search routine to perform 

intelligent name lookup which utilizes a predetermined affinity criteria; and 

"an action button module for initiating management actions that are completed by the 

one or more users" at col. 10, lines 65-67, col. 19, lines 33-35 and col. 18, lines 36-37 

by creating and using different action buttons or selections of a menu; 

"a worksheet module comprising a worksheet, said worksheet comprising data imported 

from the database, and data fields defined by the one or more user" at Fig. 5, elements 

78-96, col. 15, lines 41-44 by copying the existing information from the master contact 

database to the local contact database; 

"a messaging module comprising a predetermined channel of communication" at col. 
1 1 , lines 63-67 by sending message to a messaging manager for requesting affinity 
information about location and determining the relatedness of such locations based on 
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communications that occur between all users and such locations; and "an address 
module comprising a preferred address corresponding to one or more individuals in the 
contact group" at col. 8, lines 30-36 by considering facility identifier, a building identifier, 
a telephone number, an address, a zip code, a floor and a network domain, among 
others as location identifier for calculating the location affinity between two users. 

As per Claim 21 , Bates teaches "wherein the management actions include one or 
more of setting objectives, sending messages, making notes, scheduling contact 
management actions, updating the database, and resetting keywords" at col. 19, lines 
33-39 by using a save group event to update local contact database. 

As per Claim 22, Bates teaches "action button module requires input from the one or 
more users" at col. 19, lines 58-63 by showing the depression of OK button resulting in 
the selected user names being returned from the dialog box. 

As per Claim 23, Bates teaches "action button module ensures that the 
management actions are performed" at Fig. 15, elements 234-248, col. 18, lines 28-46 
by explaining the effect of pressing the different button in the contact management 
actions. 

As per Claim 24, Bates teaches "predetermined channel of communication defines a 
default channel of communication" at col. 6, lines 21-25 by interfacing networks for 
allowing communication of information with other computers coupled to the network. 

As per Claim 25, Bates teaches "preferred address comprises one or more of a 
mailing address, a telephone number, a fax number, and an e-mail address" at col. 8, 
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lines 23-29 by maintaining user's address, telephone number, fax number, email 
address, among other information in the electronic messaging system. 
8. Claims 26-32 and 34 are rejected under 35 U.S.C. 103(a) as being unpatentable 
over Bates et al. (U.S. Patent 6,247,043), and further in view of Roller et al. (U.S. Pub. 
2002/0035562, hereafter Roller). 

As per Claim 26, Bates teaches implementing contact groups and overall contact 
management. 

Bates does not specifically implementing campaign management actions. 

However, Roller teaches "creating a campaign from a campaign master, including 
defining one or more campaign tracks according to predetermined criteria" at Page 4, 
[0048] by analyzing data from an integrated system serving as the campaign master 
such that users can conduct focused business management, the campaign 
management. 

It would have been obvious to one having ordinary skill in the art at the time of the 
applicant's invention was made to combine Roller's teaching into Bates' by utilizing a 
data collection and analysis system for collecting data from disparate sources, storing 
and analyzing the data to show trends in business operation. 

Roller further teaches "executing said campaign by determining on which of the one 
or more contact groups the campaign will be implemented and by implementing a series 
of campaign management actions" at Fig. 2, elements 200-206, Page 2, [0012] and 
[0028] by analyzing data from the integrated system to identify critical trends in the 
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performance of their business and analyzing the overall flow of data on multiple contact 
channels; 

Roller further teaches "evaluating the one or more contact groups during said 
execution of said campaign, including determining whether the one or more contact 
groups qualifies under said predetermined criteria of one or more campaign tracks" at 
Page 3, [0037] by using data extractor to retrieve data and apply complex report 
applications and processes for further extracting that data for each of the multiple 
channel systems; and 

"automatically initiating a response based on said evaluation" at Page 4, [0049] by 
combining list management and campaign management functions for getting 
information of interested customers on a nearly real time basis. Thus the campaigns 
can be generated very quickly through analysis of data. 

As per Claim 27, Bates teaches step for automatically initiating a response to a 
contact management action at col. 14, Iines12-15 for auto-add entry and at col. 12, lines 
62-64 for auto-complete routines. 

Bates does not teach sorting contact groups. 

However, Roller teaches sorting and storing business information at col. 1, [0003], 
It would have been obvious to one having ordinary skill in the art at the time of the 
applicant's invention was made to combine Roller's teaching into Bates 1 by adding an 
auto-sort button to current control button set such that contact group could be sorted for 
enhancing the performance of data retrieval. 



Application/Control Number: 09/900,694 Page 22 

Art Unit: 2177 

As per Claim 28, Roller further teaches "the step for executing the campaign further 
comprises selecting a campaign master" at Page 4, [0048] by allowing users to analyze 
the unified data from the integrated system and conduct focused business, the master 
campaign. 

As per Claim 29, Roller further teaches "the step for executing the campaign further 
comprises the step for defining a campaign instance" at Page 3, [0032] by facilitating a 
standard form of interface for each of the separate contact channels, the campaigns. 

As per Claim 30, Roller further teaches "the step for executing the campaign further 
comprises the step for viewing said campaign according to campaign management 
actions" at Page 4, [0048] by adapting the campaign function to perform campaigns. 

As per Claim 31, Roller teaches "the step for executing the campaign further 
comprises the step for viewing said campaign according to a group of contact groups 
qualifying under said predetermined criteria of said one or more campaign tracks" at 
Page 2, [0014] by showing a schematic block diagram of the overall flow of data in a 
data processing system, for processing business contact information from multiple 
contact channels. 

As per Claim 32, Bates teaches "a database containing data corresponding 
to one or more contact groups, a management system suitable for use for implementing 
management actions, wherein the management actions include contact management 
actions" at the Abstract. 

Bates does not teach "campaign management actions". 
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However, Roller teaches campaign management actions at Fig. 2, elements 200- 
206, Page 2, [0012] and [0028] by analyzing data from the integrated system to identify 
critical trends in the performance of their business and analyzing the overall flow of data 
on multiple contact channels. 

It would have been obvious to one having ordinary skill in the art at the time of the 
applicant's invention was made to combine Roller's teaching into Bates' by combining 
campaign and contact management into an integrated management system by using 
data mart as a server database because the combination would help users of the 
management system on a real time basis to view the trend in business and plan 
accordingly. 

Bates further teaches the following: 
"a data interface for allowing one or more users to implement management actions 
therefrom, said data interface comprising a scheduler module for scheduling 
management actions with respect to a contact group" at Fig. 3, col. 7, lines 19-33 by 
implementing an electronic messaging server system for electronic messaging among 
servers and clients interconnected by network (col. 5, lines 20-25) and at col. 1, lines 
51-55 and col. 7, lines 27-30 by using messaging manager application to serve as 
electronic groupware for performing functions of calendar and planner; 
"an info sheet module for providing basic data regarding the contact group" at Fig. 15, 
col. 18, lines 13-14 and 20-27 by implementing a group found dialog box and a list of 
the additional members of a group that the addressee is a member of; 
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"a data maintenance module for providing detailed data regarding the contact group" at 
Fig. 16, col. 18, lines 52-57 by automatically managing of contact group, particularly, 
creating and updating the electronic messaging groups based upon the addressing of 
an electronic message created by a local user; and 

"a search module for allowing the one or more users to search for the contact group" at 
Fig. 7, elements 110, col. 10, lines 42-51 by implementing a search routine to perform 
intelligent name lookup which utilizes a predetermined affinity criteria; and 
"an action button module for initiating management actions that are completed by the 
one or more users" at col. 10, lines 65-67, col. 19, lines 33-35 and col. 18, lines 36-37 
by creating and using different action buttons or selections of a menu; 

As per Claim 34, Bates teaches the following: 
"selectively identifying a preferred address in the contact group and sending a message 
to said preferred address" at the Abstract, lines 14-21 by selectively addressing of 
messages between the first user and the second users. 

"defining a worksheet, importing data from the database into said worksheet, and 
defining new data fields in said worksheet" at col. 15, lines 41-44 by copying existing 
information from master contact database to the local contact database and 
synchronizing the records; 

"sending correspondence from the one or more users to the contact group through a 
predetermined channel of communication" at col. 2, line 66 - col. 3, line 2 by grouping 
users into groups which can be separately named and utilized to send electronic 
messages to multiple users at once; 
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9. Claim 33 is rejected under 35 U.S.C. 103(a) as being unpatentable over Bates et al. 
(U.S. Patent 6,247,043) and in view of Roller et al. (U.S. Pub. 2002/0035562) as applied 
to Claim 26 above, and further in view of Powers (U.S. Patent 6,557,003). 

As per Claim 33, Bates teaches the following: 
"determining an objective, said objective being determined from said communication 
with the group of contact groups" at Fig. 1 1 , col. 14, lines 22-29 by receiving and 
responding electronic messages as a tool for communicating with contact group; 
"sending one or more messages to the group of contact groups in order to achieve said 
objective" at col. 20, line 65 - col. 21 , line 2 by generating an event in responding to a 
message being sent from the local location for the messaging manager at another 
location and updating the affinity for each destination location for the sent message; and 
"scheduling contact management actions, wherein said contact management actions 
are communicated to the appropriate user selected from the one or more users in order 
to achieve said objective, wherein the appropriate user is one of a salesperson, a sales 
assistant, a service assistant, and a computer operator" at at col. 1 , lines 48-55 by using 
electronic messaging system as a groupware to integrate personal information 
management tools, such as electronic calendars, to-do lists, project planners and 
meeting scheduling. 

The combined Bates-Roller reference does not teach "adding one or more notes 
that indicate said contact management actions that have already occurred in reference 
to said objective" and "updating the database such that the data for the group of contact 
groups reflects said communication". 
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However, Powers teaches "adding one or more notes that indicate the contact 
management actions that have already occurred in reference to said objective" at col. 7, 
lines 48-56 by making commitment on the basis, other than time, such as availability, for 
example. A customer might be desire to be notified when a new model of product is 
available for sale and a sales agent enters the commitment into the database. When the 
product is available for sale, the database informs the agent to notify the customer and 
the commitment is fulfilled. 

It would have been obvious to one having ordinary skill in the art at the time of the 
applicant's invention was made to combine Powers' teaching into Bates' by providing 
facility for host agent to log and track all communications with clients such that every 
contact would have a full history because by doing so any commitment made to the 
customers would be fulfilled. 

Furthermore, Powers teaches "updating the database such that the data for the 
contact group reflects the contact management actions that have been implemented" at 
col. 7, lines 43-47 by system to record a commitment made by an agent and to notify 
the agent hours before the commitment is due. 

10. Claims 35-41 are rejected under 35 U.S.C. 103(a) as being unpatentable over 
Roller et al. (U.S. Pub. 2002/0035562) and in view of Oracle® Data Mart Builder 
(Administrator's Guide, Release 2.6, Feb. 1999, hereafter "Oracle"). 

As per Claim 35, Roller teaches the following: 
"a system including a database containing data corresponding to a collection of contact 
groups, a campaign management system for assisting one or more users to implement 
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campaign management actions regarding the collection of contact groups" at Fig. 14, 
element 1406, Page 4, [0049] by implementing a campaign management module on a 
data mart system and "a campaign management data interface for facilitating 
communication between the one or more users, and for facilitating communication 
between the one or more users and the collection of contact groups" at Page 1, [0010] 
by using a plurality of customer communications to generate data through a plurality of 
diverse business communication channels each comprising an interface for 
communication with users, business entities and record database, 
"a campaign editor module for defining a campaign therefrom and allowing the one or 
more users to implement campaign management actions therefrom regarding the 
collection of contact groups" at Page 3, [0033] by using data extractor and application 
server for allowing multiple users to access the data model for performing data 
extraction; and " a campaign manager module for executing said campaign therefrom 
and allowing the one or more users to implement campaign management actions 
therefrom regarding the collection of contact groups" at Fig. 3, elements 112, 132 and 
1406, Page 3, [0032] by using data model and application server for a plurality of users 
to implement campaign actions. 

Roller does not teach using "a campaign wizard module" for "scheduling said 
campaign therefrom and allowing the one or more users to implement campaign 
management actions therefrom regarding the collection of contact groups". 

However Oracle teaches using a campaign wizard module for building a data mart 
to support the campaign management at the "Data Mart Builder Admin" in Page 1-3. 
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It would have been obvious to one having ordinary skill in the art at the time of the 
applicant's invention was made to combine Oracle's teaching into Roller's by using a 
wizard for implementing all data mart functionalities because both references were 
devoted to data mart implementation and application. The wizard would enable Roller's 
users and administrators to perform all functionalities, including data extraction, 
user/role administration, contact group management, among others into an integrated 
communication interface. 

As per Claim 36, Roller teaches "campaign comprises one or more of campaign 
tracks, campaign management actions, campaign messages, campaign scripts, and 
campaign checklists" at Fig. 4, Page 4, [0034] by illustrating a fact table storing data 
collected from each of the contact channels. 

As per Claim 37, Roller teaches "campaign tracks further comprises one or more 
categories defined by predetermined criteria" at Fig. 4, Page 4, [0034] by including sales 
information in the fact table. 

As per Claim 38, Roller teaches "said campaign editor module further comprises 
one or more of a campaign master, a campaign version, and a campaign overview 
seminar" at Fig. 2, elements 200-206, Page 2, [0028] by including a set of diverse 
contact channels. 

As per Claim 39, Roller teaches "campaign wizard module further comprises a 
campaign instance" at Page 3, [0032] by providing a means for instancing mandated 
data specifications and protocols for all of the contact channels. 
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As per Claim 40, Roller teaches "campaign manager module further comprises a 
campaign management action view" at Fig. 3, Page 3, [0029] by illustrating data 
extraction and communication contact channels. 

As per Claim 41 , Roller teaches "campaign manager module further comprises a 
contact group view" at Fig. 5, element 510, Page 3, [0037] by showing the business line 
and ultra groups responsible for the subject of communication. 
1 1 . Claims 42 and 43 are rejected under 35 U.S.C. 103(a) as being unpatentable over 
Roller et al. (U.S. Pub. 2002/0035562) and in view of Oracle® Data Mart Builder 
(Administrator's Guide, Release 2.6, Feb. 1999, hereafter "Oracle") as applied to Claim 
35 above, and further in view of Bates et al. (U.S. Patent 6,247,043, hereafter "Bates"). 

As per Claim 42, the combined Roller-Oracle reference teaches a system including 
a database and a campaign management, and a campaign wizard module, among 
others. 

The combined Roller-Oracle reference does not teach "a scheduler module for 
scheduling contact management actions with respect to the collection of contact groups, 
including communicating said scheduled contact management actions to the one or 
more users"; "an info sheet module for providing basic data regarding the collection of 
contact groups"; "a data maintenance module for providing detailed data regarding the 
collection of contact groups"; and "a search module for allowing the one or more users 
to search for the collection of contact groups". 

However, Bates teaches "a scheduler module for scheduling contact management 
actions with respect to the contact group, including communicating said scheduled 
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contact management actions to the one or more users, and wherein the one or more 
users are allowed to implement contact management actions therefrom" at col. 1, lines 
48-55 by using electronic messaging system as a groupware to integrate personal 
information management tools, such as electronic calendars, to-do lists, project 
planners and meeting scheduling. 

It would have been obvious to one having ordinary skill in the art at the time of the 
applicant's invention was made to combine Bates' teaching with the combined Roller- 
Oracle's teaching into Roller's by implementing a groupware scheduler as one module 
of Roller's data mart system because the scheduler would allow users of Roller's 
system to schedule data loading to the fact tables in the data mart and reporting data 
loading status by using electronic messaging, among others. 

Bates further teaches the following: 
"an info sheet module for providing basic data regarding the contact group and allowing 
the one or more users to implement contact management actions therefrom" at Fig. 15, 
col. 18, lines 13-14 and 20-27 by implementing a group found dialog box and a list of 
the additional members of a group that the addressee is a member of; 
"a data maintenance module for providing detailed data regarding the contact group and 
allowing the one or more users to implement contact management actions therefrom" at 
Fig. 16, col. 18, lines 52-57 by automatically managing of contact group, particularly, 
creating and updating the electronic messaging groups based upon the addressing of 
an electronic message created by a local user; and 
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"a search module for allowing the one or more users to search for the contact group and 
allowing the one or more users to implement contact management actions therefrom" at 
Fig. 7, elements 110, col. 10, lines 42-51 by implementing a search routine to perform 
intelligent name lookup which utilizes a predetermined affinity criteria. 

As per Claim 43, Bates further teaches the following: 
"an action button module for initiating management actions that are completed by the 
one or more users" at col. 10, lines 65-67, col. 19, lines 33-35 and col. 18, lines 36-37 
by creating and using different action buttons or selections of a menu; 
"a worksheet module comprising a worksheet, said worksheet comprising data imported 
from the database, and data fields defined by the one or more user" at Fig. 5, elements 
78-96, col. 15, lines 41-44 by copying the existing information from the master contact 
database to the local contact database; 

"a messaging module comprising a predetermined channel of communication" at col. 
1 1 , lines 63-67 by sending message to a messaging manager for requesting affinity 
information about location and determining the relatedness of such locations based on 
communications that occur between all users and such locations; and "an address 
module comprising a preferred address corresponding to one or more individuals in the 
contact group" at col. 8, lines 30-36 by considering facility identifier, a building identifier, 
a telephone number, an address, a zip code, a floor and a network domain, among 
others as location identifier for calculating the location affinity between two users. 
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12. Claim 17 is rejected under 35 U.S.C. 103(a) as being unpatentable over 
Robertson (U.S. Patent 6,269,369) as applied to Claim 16 above, and in view of 
Bharwani et al. (U.S. Patent 3670310). 

As per Claim 17, Robertson teaches a system, including a database for 
implementing a contact group. 

Robertson does not teach "the step for assigning a new keyword from a previous 
keyword such that said new keyword reflects the contact management actions that have 
been implemented". 

However, Bharwani teaches automatic generation and update of keywords from the 
field values contained in the data records at the middle Paragraph of the Abstract. 

It would have been obvious to one having ordinary skill in the art at the time of the 
applicant's invention was made to combine Bharwani's teaching with Robertson's by 
implementing keywords replacement in according to its field value changes. This 
automatic replacement feature would make Robertson's system more prompt to reflect 
the change of contact management action. 
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